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1.  The Art of Asking Questions 
How to Ask the Right Questions at the Right Time   

 “I keep six wise serving men.  They taught me all I knew.  Their 
 names were WHAT and WHY and WHEN and HOW and WHERE 
 and WHO.”  Rudyard Kipling 
 a. Your tools do not sell…you build the relationship and the tools are 
 your support!  Learning about others will cause them to want to learn 
 about you….the Law of Reciprocity  
 b. Discovery questions:  to explore the circumstances that creates the 
 needs. 
 c. Powerful questions get powerful answers…what are powerful 
 questions?  Focus 1st on whether there is a sale to be made, not the 
 sale. 
 d. What do good questions do? 
  Gather information 
  Enable you to understand the priorities 
  Analyze and diagnose 
  Are like a good stethoscope 
  Involve the other person 
  Internally motivate the person you are talking with 
  Put you in control 
  Paint a picture 
  Are for the other person 
  Open up consequences 
  Create value in you and what you have to offer 
  Reduce anxiety 
  Clear up fuzzy thinking 
  Open lines of communication 



 

 

  Allow you to plant your own ideas 
  Let you address concerns 
   
 e. Instead of making statements, turn your knowledge into questions 
  Examples:  My business opportunity provides financial freedom 
  Instead… “Is financial freedom important to you?” 
  I know how you can get out of your job and work for yourself 
  Instead… “Have you ever thought of working for yourself?” 
  Our opportunity can produce incredible residual income. 
  Instead… “What would you do if you had a steady income  
  coming in without having to have to work for someone?” 
 f. Questions come from 2 sources:  (1) this training on Michael 
 Oliver’s book; (2) the ones you ask in response to the answers of your 
 prior questions. 
 g.  Practice having conversations with yourself….Practice, practice, 
 practice…always keep in mind the 4 guiding principles. 
 Remind yourself of the 5 stages of the conversational framework.  
  
2.  The Connecting Stage…starting effective conversations 
 a. There are no strangers…just friends you have not met yet. 
 The first words you say to someone can help create an atmosphere of 
 openness if done correctly.  SO start by asking good questions. 
 b. Connecting questions:  why? 
 Gets you started with focus on the other person so no fear or anxiety 
 typically found in selling.  The common bond is them…you are 
 talking about them. 
 It allows you to hear positive changes in their voice and in your 
 feelings.  You come across friendly, caring and professional. 
 Build rapport before you get into you…they see value in you.. 
 c. Four ways a conversation can start: 
  1)  You make a statement…your opinion  
  2)  They make a statement…their opinion coming from their  
  reality. 
  3)  You ask a question…focus on them…they feel good. 
  4)  They ask a question…your normal response is to go into a  
  presentation mode to show how much you know.   
   Formula:  Ask to make sure you understand the question 
          Acknowledge the question 
          Ask a question after you have answered it 
   Acknowledging a question: “I’ld love to reply to that but  



 

 

   before I do, let me understand why you are asking that.” 
     Again, focus on them… 
 d. Have only positive thoughts 
  Most people do not think what you think they do. 
  If you think negative, you create it! 
  If you want people to change their responses to you, change  
  your thoughts, change your words. 
 e. Quit waiting to be good…just do it!  Hurdles along the way are just 
 lessons to be learned. 
  Being it…find the person you want to emulate and become  
  those characteristics. 
  The only way to influence the future is to do it in the present  
  moment. 
 By being outwardly abundant, the abundance you are looking for will 
 flow freely to you. 
 f. Your Attitude:  What differentiates you from other businesses is 
 that you have the rights to “sell” the rights to someone else who can 
 do the same thing.  It is unique, powerful, and valuable…so look to 
 have quality interviews with as many people as you can. 
 g. How to introduce yourself? 
  Don’t tell them what you do…this does not connect.  Let them 
 know how what you do helps other people. 
 Mechanics:  Problem-solution-question 
  Example: 
  Problems you can use:  job downsizing, lack of job security,  
  higher cost of living, high taxes, long travel time, low income,  
  lack of free time,  
  Solutions  “well what I do… 
  Question… so don’t get into your solutions for them…keep it  
  low key and put focus back on them.  “Maybe I could be of  
  help to you?” 
 h. Getting into your presentation…”Before I get started, let me ask a 
 few questions so I understand what you might be looking for…” 
 i. Response to ads/materials you sent: 
  What attracted you? 
  Was there anything else that attracted you? 
  Ask them to expand or get into background questions. 
 j. Starting conversations with a stranger 
  Start out with background questions. 
  Take this conversational approach and wow, what a difference.  



 

 

 Stay out of presentation mode and put focus on them. 
 
3.  The Discovering Stage  
 “If you want to ‘see’ another person, listen to their heart with your 
 heart.” 
 Most important stage of the entire Discovery Process… 
 a. Combines questioning and listening skills and takes the place of 
 “presenting, objection handling, telling your story and closing” in 
 traditional selling, 
 Using dialogue instead of monologue allowing your agenda to merely 
 guide, to get to one of three conclusions: 
  1)  NO need 
  2)  Need, no desire to change 
  3)  Need, desire to change 
 b. Use this stage to build a deeper relationship 
  Hear their story, their pain/needs, and their emotion behind the  
  why;   determine if they really want change and if you can help. 
 This helps qualify…rids objections. 
 As you master this stage you will never use anything else…Same 
 method just different conversations. 
 c. Five discovery stage questions: 
  1)  Background questions 
   What is your present situation?  Or “How did you get to  
   this point in your life?”  
   (FORM…use Family, Occupation. Recreation, Money or  
   Mission to get info) 
  2)  Needs Awareness/Development Questions 
   Do you like your current situation? 
   (turn their objective facts to their subjective reality) 
   What do/don’t you like about your current situation? 
   Why do or don’t you like your current situation? 
   (most people have two truths…they love their money in  
   their job, but hate the pressure and lack of fulfillment)   
  3)  Consequence questions 
   Possible consequences if the issue goes unresolved 
   What will you do if you don’t do anything about your  
   present situation? 
   Have you considered what this might cost your family if  
   you wait ‘til you retire?  What if it did not work out?   
  4)  Solution questions 



 

 

   What would you do about your current situation? 
   The opposite of consequence questions are solution  
   questions. 
   Five reasons why solutions questions are so productive: 
   Example:  Let’s talk about someone who has had   
   Network Marketing experience.   
  5)  Qualifying questions 
   Confirm they are ready for change 
   “Are you prepared to change your current situation  
   if…?” 
   This places the focus on them selling you instead of you  
   selling them.  It is exhilarating. 
 Remember to clarify, feedback and summarize at each step. 
 This is your blueprint…every discovery stage is the same… 
 
4.  The Transitioning Stage 
 a.  One question to move you to your solution… 
  “Well, based on what you told me, I am doing something that  
 might be what you are looking for.  If you are interested, I would be  
 happy to share that with you.” 
 


